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ABSTRACT 

This curriculum guide serves pupils who are planning 
to be salesmen, as veil as those who are interested from a consumer's 
point of view. The document includes a study of the general 
principles and techniques of selling, consideration of selling as a 
career, class discussion, oral and written reports, and sales talks. 
The course includes a list of performance objectives, an outline of 
the course content, suggested teaching procedures and activities, 
evaluative instruments, and resources for students and teachers. 
Appended to the document is a checklist that is designed for class 
discussion after role playing or a film presentation. (Author/BP) 
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I. GOURSB TITIfi-SAUSSKimSfllP 
II. GOURSB NUNBBK— 8738.01 (Metft 7613.01) 
III. COURSE DBSCUIPTION 
A. ^ynopslB 

Serves pupils who are planning to be salesoeni as well as those 
who are interested in salesoanship fron a oonsuaer's point of 
view; includes a stud^ of the general prinoiples and techniques 
of sellingi oonsideration of selling as a caxeeri olass 
disouBsiensi oral and written reportSi and sales talks. 

fi. Textbook 

One or aore of the state adopted textbooks and/or one of the 
department's choosing. 

C. Occupational Relationships 
Retail sales clerk 
Jobber 
Manager 
Oistribtttor 
Office worker 

IV. GOURSB ENROLLNBHT OUISBUKES 

A. Prior Bxperiences Needed 
Other business courses such as Saall Business Nanagenent, Businees 
Qranmar in Oood Taste, In the Marketplace, The Math of Business, 
and/or Our Business World would be helpful, but none are 
required} Merchandising would logically follow this course. 

B. Pretest 

The teacher should develop a pretest based on the performance 
objectives of this course in order to determine individual 
placement within the class. Students who score hi|^ on this 
pretest understand some of the fundamental concepts of salesman- 
ship and should be encouraged to lead small group discussions, 
give some of the earlier class pmsentations, or do independent 
studjr. 

C. Rationale 

This course is not a part of the Distributive Bducation series. 
Students who definitely are interested in a sales career should 
enroll in that series if it is offered. Other students who are 
uncertain of career goals, who want an oppcirt unity to improve 
their personalities within a different setting, or those who 
want to learn more about sales techniques as they may relate to 
a different career may elect this course. 

7. COURSE OF STUDY FBRFORMANCfi OBJECTIVES 

Upon completion of the course, the student will be able to — 

1. demonstrate an understanding of the meaning of selling by writing 
a well-developed paragraph on "The Meaning of Selling"} 
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Salesman (door-to-door, insuranoe, 

real estate, eto.) 
Agri-businessman 



V. COURiiB OF STUDY PBRFORMANCS OBJECTIVES, Continued 

2. write or give an oral report that inoludes at least two 
historical aspeots of selling in Amerioa} 

3. demonstrate an understanding of the various nethods of sellinf 
^ preparing a written report or mtking an oral prosentation; 

4* develop an oral or tiritten report desoribinf five diffoMnt 
kinds of sellers in onr eoonoi^} 

3* oeapare the selling opportunities of the twentieth oentuiy with 
those of the nineteenth oentury, hj listing ox«lly or in writing 
at least three differenoeBand two sinilarities} 

6. list at least four advantages and at least three disadvantages 
of a selling oareer} 

7* realise his weakmsses and strengths Toy oofflpleting a self- 
analysis questionnaire related to personality} 

8. Identify the personality ohaxaoteristios of three types of sales 
persons by natohing these types with a list of given oharaoter- 
istios with 90 peroent aoouraoy} 

9« reooffiize the physical oharaoteristios necessary for suooess as 
a salesoan by seleoting proper oharaoteristios fron a given 
list with 90 peroent aoouraoy} 

10. write in longhand or on a typewriter a letter of application 
in correct form (for a sales position) that could be given to 
a possible eaployer} 

11. demonstrate the qualities of a good salesman in an oral 
presentation; 

12. operate a cash register (if available) and make correct change 
for a customer using acceptable prooedures by demonstrating to 
a group} 

13* select correct buying motives to fit given products} 
14* fill out objection sheets for given products} 

13. identify in writing or orally at least three nethods of finding 
sales prospects} 

16. write a well developed essay of at least 2^0 words on product 
knowledge} 

17* present a three to five-minute sales talk using at least ^0 

peroent ol the principles for building good eiiles presentations} 
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V. COURSE OF STinnr mFOmaCS objectives, 0«ntinued 

18. •valuaU fellow studeatfl* eral preeenMlons vming given 
evaluation ohai*tB{ 

19* write three paxmgraphs on aethodo of dealing with three types 
of cueteaere from given oaee problens; and 

20. present ifflpreaptu deaonetrations on selling given products 
using oorreot prinoiples and teohniques. 

VI, COURSE CONTENT 

A. Selling in Our Eoenoniy 

1. What is selling 

a. Bduoatien of the publio 

b. Satisf^etien of oustoner needs and wbats 
0. An art, net a soienoe 

d. Key funotien of business 

2. Baokgreund of selling in Anerioa 

a. Local peddlers, nsrohants, niddleoen, agent niddlenen 

b. Creative selling 

o. Channels of distribution 
3* Types of selling 

a. Personal 

(1) Consuiier 
(9,) Store 
ibj Ooor-^o^coor 
(OJ Nail eatalog or letter 
(d) Telephone 

2) Industrial 

3) Service 

b. Nonpersonal 
( 1) Advertising 

(a) Radio 

(b) Television 

2) Display 

3) Public relations 
4* Types of sellers 

a. Producers 

b. Niddlenen 

(1) Nerchaat aiddleaen 

(a) Retailer 

(b) Wholesaler 

(2) Agent niddlenen 

(a) Brokers 

(b) Oonnission nerchants or Jobbers 

(c) Sales agents 
^. Selling opportunities 

a. Soonomic treads 

b. Advantages of selling as an occupation 
0. Disadvantages of selling as an oeoupation 
d. The local situation 
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n. COURSE CONTENT, Continued 

B. Character and Personality ])evelopiMnt 

1. Personal oharacteristios 

a. Honesty and loyalty 

b. Confidenoe 

0. Consideration for others 
d« Courtesy— ^taot 
e. Ifflagination and shoHoanship 
f* Anbition and induetxy 
S* BnthusiasB 

h. Resouroefolnesp and adaptability 

2. Physical oharacteristios 

a. Good health and grooaing 

b. Posture and physique 
0. Correct dress 

d. Pleasant, wellHBOdulated voice 
e« No annoying oannerisnis 
3* English usage 

a. Oral expression 

b. Written expression 
4* Arithmetic competencies 

a. Cash transactions in sales 

(1) Discounts 

(2) Sales taxes 

(3) Change making 
(4} Charge sales 

b. Use of the cash register 

5. Procedures for applying for a job ' " 

a. 'Resume 

(1) Letter of application 

(2) Data sheet 

b. Personal interviews 

C. Understanding Prospects and Customers 
1* Buying motives 

a. Emotional 

b. Rational 

c. Patronage 

d. Product 

2. Buying decisions 
3* Finding prospects 

a. Methods 

b. Evaluating prospects 

])• Product Knowledge 

1* What customers want to know 

2. Sources of product knowledge 

3t How product knowledge is used in selling 

£• How a Sale is Made 

1. Five steps to a sale 
2* Types of presentations 

a. Canned 

b. Programmed 
0* Planned 
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VI. COURSE CONISNT, Coutiaued 



3* Gonduotiag the presentation 

a. Prlnoiples of building a salee presentation 

b. Handling oustoaers 

il) Nervous 
2) Sepsndent 
3) SisagrMable 
4) Talkative 
3) Coouaon sense 
0. Handling object ions 

(1) Types of objeotions 

(2j General roles for ansMering objeotions 

(3) Speoifio nethods for euiswering objeotions 

(4) Analysis sheet 
d* Closing the sale 

(1) General prinoiples 

(2) Methods of closing 

F. Suggestion Selling 

1. Methods 

2. Rules 

VII. SSUOGESTBI) PROCEDURES, STR/IVSQIES, AND IS4RNING ACTIVITIES 

A. Writing Assignments for Students 

1. Prepare a written list of the advantages and disadvantafes 
of being a salesiMtn. 

2. Develop two lists of selling activities. One list could 
show all the school activities that require selling (plays« 
football ganes, concerts, etc.). The other list could 
include at least 20 occupations (outside sohool) that 
require sales persons. 

3. Write a product analysis on a product of the student's 
choioe. 

4* Prepare an ad or slogan for a selected product. 

3* Develop a checklist which lists the characteristics of a 

salesperson with whom the student would like to deal. 
6. Select at least three articles (eraser, pen, pencil, etc.) 

and prepare a list of oustoners who would be interested in 

buying them. 

B. Group Activities 

1. Conduct a panel discussion related to ethical practices in 
business} discuss looal business practices. 

2. After certain sections of the textbook related to the course 
outline have been presented, assign reading for homework. 

In addition, instruct each student to prepare three questions 
from the reading material. The next day, proceed with the 
following: 
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VII. SUOOBSTBD PR0CB1WRB8, STHATBOIBS, AND IMRNIHQ ACTIVITISS, Continued 



a* Divide the oUse into two teans. 

b. DeaiepMte a neaber on Teaa A to aek a aenber of Teaa B 
a question. If he aaswere correotlyy the teaa neaber 
remains standing. 
0. Rotate the teans asking questions. If an ineorrect 
ansNer is MdSf the stud nt responding inoorreotly sits 
down at hie seat, 
d. The team with the nost nea ere standing at the end of a 
designated period of tine wins. 
3. Conduct a spelling bee fron new vocabulary terms presented 

in class or in reading material. 
4* Seleot students to present a panel discussion on sons of the 
things to be considered when preparing for a personal 
inten'iew. Include appearaaee, nanner of approach, the 
intex*vlewer, proper English usage, and coiiplete self -analysis. 
3* Another selected panel of students could x«port on the 
education needed for various types of selling jobs or 
positions. 

6. Snail group discussions on the basic rules for acquiring 
and maintaining good health would prove invaluable. 

7* To emphasise proper business and social etiquette, use role 
playing to illustrate correct and incorrect procedures in 
various situations such as social introductions. 

C. Individual Activities 

1. Prom ads brought to olass about selling positions, assign 
a job situation to each student that requires him to write 
a letter of application. Emphasize neatness, originality, 
conciseness, proper English usage, spelling, etc. 

2. Ask each student to bring two different aagasines to class 
and report on the types of ads which appear in each. These 
ads oould be categorised later by cutting them out and pasting 
them on various posters to show buying motives and sales 
appeals of each. 

3. Have each student record on an audiotape one valuable 
suggestion for getting along with other people. After all 
students in the class have recorded their voices, play the 
tape back. This can be extremely useful for a sunnary of 
the unit on sales personality and as an aid In evaluating 
each student's diction and expression. 

4* If sufficient copies of periodicals are available In the 
school library, allow each student to check out one and 
read an article on selling. Seqtiire a sumnary of one or 
more pages. 

3. Individual students nay record privately on audio or video 
tape I resentations they expect to make to the class. These 
recordings nay be reviewed by the student, a snail group, or 
the teacher, and the oriticieas used as a basis for ioprcved 
perf omance • 
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VIl. bUOOSUTfalO PROGSBURiBS, iiTRHTIOIES, AND LB4RNIN0 AGTIVITIBS, ContiauAd 



U. ClaBB PresentatioiiB 

1. ShoM a filn on oourtBsy, numere, perBonality, good erooning, 
or BOna othar topic Mlatad to aalaa taohnlquaa. 

2« Vidaotapa a talavlBioa ooonaroial. Play tha tapa taok for 
tha aatira olaaa to avaluata* 

3* To BtroBB tha inportanoa of listaning ae nail aa Bpaaking, 
selaot Btudants to read to the olaes certain paragrapha 
fron a text aasignnent. Call on other students to report 
in their own words the central thought of the reading. 

4* Arrange for a spefaker such as a door-to-door saleBnian to 
give a oonplete sales deBonstration before the olaBS. 

^. Have each student denonstrate a product to the class. Be 
sure that the class understands the difference between 
talking about a product and denonstrating the product. 

6. Involve all students in reactions to presentations (sea 
cheoklist in the Appendix). 

S. Field Tripe 

1. Take the clasa on a field trip to one or nore department 
stores. Hake preparation for the trip by having students 
prepare a list of questions oonceming sales and diBplay 
plans for the store. Have the class evaluate the trip and 
discuBB hii^lights tha next day. 

2. Individuals in the class could visit retail stores and report 
their experiences to the class. 

3. The teacher or class members could make movies of various 
retail establishmentB, distributors, and/or wholesalera and 
present to the class. 

4. One or two students oould interview a local businessman 
concerning his opinion on the value of salesmanship; a tape 
recording of the interview would serve as a simulated field 
trip for the entire claBS. 

VIII. EVALUATIVE INSTRUMENTS 

A. Daily Work 

Written work, such as that found in a workbook or at the end of 
a unit I should be evaluated as quickly as possible so that the 
student can receive feedback before moving on to another unit. 
There are various methods of accomplishing this— ^he teacher 
could check the assignments, the students oould exchange papers, 
or the teacher could provide individuals with keys when units of 
work are completed. A similar method of evaluation oould also 
be provided for homework assignments. 

B. Pop Quizzes 

At the beginning of the class period, three or four questions 
pertaining to the current homework assignment oould be asked. 
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VIII. GVALUATIVE INSTRUNBNT&, CdBtinued 



Questions that require one word answers would prove most 
valuable, espeoiallor vooalmlary questions. Imediate feedback 
is provided by exuhangini; papers and oheoking. 

G. Oral Presentations 

lixnce oomunioation is of paramount importance in selling, 
special attention should be given to class or group presenta- 
tions. The teacher should prepare a special checklist in 
order to evaluate an oral presentation more objectively. In 
order to encourage more oral presentations, a method of 
awarding bonus points should be devised. Penalties for poor 
presentations should be avoided. 

0. Short Tests 

These tests thould be administered at given intervals to 
evaluate student progress and to point out areas where remedial 
work for individuals should be provided. They should cover 
specific units of the course and should be graded by the 
teacher. 

fi. Written Reports 

Book reports, written reports of business visits or interviews, 
and other related reports should be evaluated hy the teacher. 
Thorotti^iness, neatness, appearance, proper form, etc. should 
all be taken into consideration. 

F. Pretest and Posttest 

Both tests should cover all of the course of study performance 
objectives of this course* The pretest should serve as a 
diagnostic device, and the posttest should serve as a final 
evaluation of the course. Of course, both should be evaluated 
thoroughly by the teacher even though the pretest is not used 
in averaging grades. 

IX. RESOURCES FOR STUDENTS 

A. Basic Books 

Ernest, John W. and I>a\rall, George K. Salesmanship Puadamentals . 
3rd ed. New Yorkt Oregg Division of MoOraw-4iill Book Go. , 
1969. (State Adopted) 

Ernest, John W. and Dorrt Eugsne L. Basic Salesnanahi p. New 
York: Gregg Division of McOrBW-4Iill Book Co., l$59, 

Ernest, John W. and Dorri Kugene L. C reative Selling . New 
York! Oregg Division of MoGraw-Hill Book Co., 1971* 
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IX. RSSOURGES FOR STUBBNTS, Continued 
4. Basic BookBi Continuad 

I'erry, finoa G. and Haas, Ksnneth B. aalei Horiaona . 3rd ed. 
finglewood Cliffs: Pr«ntlo«-41all, Ino., 1^8. (state 
t^dopted) 

Robinson, 0. Preston} Blaokler, William R.{ and Loyan, Williaia B. 
Store Salesmanship . 6th ed. Englewood Cliffs: Prentioe- 
Hall, Ino., 1966. 

Wingate, John A. and Nolan, Carrol A. Fundamentals of Selling . 
9th ed. Cinoinnatis South-Westem Publishing do., 19^9. 

B. Supplementary Books and Booklets 

Mullikin, Eleanor Wanty. Selling Fashion Apparel . Cincinnati: 
South-Westem Publishing Co., 1971. 

Pintel, Gerald and Diamond, Jay. Retailing . Englewood Cliffs: 
Prentice-Hall, Inc., 1971* 

Piper, Edwin B. Merchandising Mathematics . Cincinnati: South- 
western Publishing Co., 1967. 

Reich, Edward} Levy, Leon} and Feldnan, Robert. Baaio Ra-^ail| flff 
and Distribution . 2nd ed. New York: Pitman Publishing 
Corporation, i970* 

Retail Salesclerk— 'Yardgoods . Chicago: Educational Opportunities 
Division of Follett Publishing Company, I967. (Accent/Job 
Models, Prepared by Clarion House) 

Richert, a. Henry} Meyer, Warren 0.} and Haines, Peter 0. 
Retailing . 3th ed. New York: Oregg Division of NeQraw- 
Hiil Book Co., 1966. 

C. Workbooks 

Workbooks are available for most of the basic and supplementary 
books listed above from the respective publishing companies. 

D. Periodicals 

Business Today . New York: Oregg Division of Moaraw-Hill Book 
Co. Monthly. 

Changing Times . Washington: Kiplinger Washington Editors, Ino. 
Monthly. 

Consumer Report . New York: Consumer Union of the U. S., Ino. 
Monthly. 
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IX. RESOURCES FOR STUDENTS, Continued 
Suggested Readings 



l-ehlman. Prank E. Anyone Can s^ii. New Yorki Printers* Ink 
PubliBhingCo., 1955. U^Steble in LHBC Libxuxy) 

1963. Selling nistakes pinpointed-oonwon blunders that 
Srt:p"n":l%r "'"""'^ ^^^^^^^^ PTfor^noee 

Patxldge, Bellainy. Qoinit. QoiniT. Qon^. New York: Button, 
1958. (Available in Library) Infomal atoiy of 

and auctioneering from oolonial tinee to the 
worM famous salleries of today. 

Wardlow, Jack. Top Secrets o f SuooaaBftii Sellinia T himA^« 
EiuLA^, «a ea. New York: Voplinfier PubiishinS Co.. 

The motto of the writer and message of the book ii 
"Find a need and fill it." 

T!!l.7^ff^^?f Salean^n. New Yorkt MoOraw-HiU 
Book Co., is«)Z. VAvailable in UIBG Libiuxy) The thene ie 
that pre-sold corporate and brand names in industrir have 
conspired to bring about significant changes in the 
traditional functions of many salesmen. 

F. Sound Fllfflstrips and Relat«d Materials 

JJ9.49j Cassette ^et, 1^9.49. "Bowman, P. 0. Box 5225, 
Olendale, CA 91201. Consists of three 7" LP records or 
three cassettes, 60 consimble student career survey sheets 
U2 for each career shown on the filmstrips) and an 
instructor's handbook with resource information. This set 
discusses the retailing iaduslry as a vital link between 
the producer and the consumers. It covers the following 
subject St Retail Sales Associate, Specialty Retail 
Salesman, Credit Counselor, Retail Department Head, and 
Retail Pood Clerk. * 

X. RESOimCfiS FOR TEIACHBRS 

A . Books 

Teachers* editions, manuals, and/or keys are avaiUble free for 
most of the basic and supplementary books listed in the previous 
section. Resources for Students, from the respeetive publishiac 
companies. ^ 

Bellows, Roger M. Psychology of Pe| »afljy|^i in Buainanii itnA 

S^t 5th ed. Bnglewooi cii^iaj PwntioelSall, Inc., 
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KBIiOURCSG FOR mCHBRS, GontiniMd 

A. Books I Gontinuad 

Brown, Loland. Comnnmioatinjf Facte and Ideas in BuBinftee * 
Snglewood Cliffs: Prentice-Hall, Inc., 1970. (pp. 1-44, 
400-443) 

BttBinees Education Yearbook . ann\Ml. National Business Bduca'bion 
AsBooiatlon, 1201 Sixteenth Street, N.N., Washinirton, DC 
20036. 

Crabbe, Ernest H.) DeBrum, S. Josepht and Haines, Peter G. 
Methods of Teaching Qeneral Business . Cincinnatit South- 
Western Publishing; Go.., 1969. 

Olos, R. E. and Baker, Harold A. Introduction to Business . 6th 
ed. Cincinnati: South-Westem Publishing Co*, 1967* 

Hastings, Paul 0. Introduction to Business . New York: Oregf 
Division of NoOraw-Hill Book Co. , i961« 

Mauser, Ferdinand and Sohwarts, David J. American Business. 
an Introduction, 2nd ed. Chioaeo: Haroourt, Brace, ft 
World, Inc., 1970. 

Musselman, Vernon A. and Hughes, Eugene H. Introduction to 
Modern Business . 3th ed. Englewood Cliffs: Prentice- 
Hall, Inc., 1969* 

Teaching Business Education in the Secondary Bohoole . Bulletin 
11. Tallahassee: Florida State Department of Education, 

1959. 

Terry, Oeorge R. Office Man- geaent and Control . 4th ed. Honewood, 
ILi Richard D. Irwin, Inc., 1963. 

Tonne, Herbert A. Principles of Business Education . 3rd ed. 
New York: Oregg Division of HcOraw-Hill Book Co. , 1970. 

Tonne, Herbert A.) Popham, Bstelle L.( and Preeaan, M. Herbert. 
Methods of Teaching Business Sub.1ects . 3rd ed. New York: 
Gregg Division or McGraw-Hill Book Co. , 1963* 

B. Films from Audio-Visual Services, Dade County Public ochocls 

Approach (Salesmanship) . 16mm. 10 nin. BW, McGraw-Hill. 

Autopsy of a Lost Sale . 16mm. 12 min. BW, Dartnell. 

Closing the Sale . I6mffl. 30 min. Jam Handy. 

How to Prevent Ob.leotions in Selling . I6ma. 28 min. BW, 
Dartnell* 
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FlBiiOURCfiS FOR TBACHBRS, Continued 

B. Films, Continued 

How to Sell Creatively Without "Puahineas." 16min. 28 rain. 
flW, ICR. 

How to Sell Quality . 16 nm. 30 min. 2)artnell. 

Presenting our Sales Case Convinoinglv . 16iBm. 28 nin. BM, 
Dart ne 11. 

Personal Qualities for Job Suooess * 16inm. 11 nin. fiW, 
Coronet. 

C. PiloB from Other Available Souroes 

Career Calling . 16nm. 30 ain<. Color, Jam Uandjr Orcanizatioui 
2021 Grand Blvd., Detroit, NX 48211, fne loan. 

Closing the Sale . 16mm. 30 min. BW, Bartnell Corporation, 
Havenswood and Leland Avenue, Chioago, IL 6O640. 

Developing Your Sales Personality . 16mm. 28 min. BW, Dartnell 
Corp., 4660 Havenswood Avenue, Chioago, IL 6O64O. 

Effeotiye Listening . 16mm. 32 min. Business Education Films, 
3113 16th Avenue, Brooklyn, HY II204, 12.50 rental. 

Hidden Side of Selling . 16mm. 34 nin. BW, Round Table 
Productions, 275 South Beverly Drive, Beverly Hills, CA 
90210. 

It *s All Yours. 16mm. 35 min. Business Educational Films, 
3113 16th Avenue, Brooklyn, NY 11204, rental 16.00. 

New Voice of Mr» X . 16mm. 27 min. Color, American Telephone 
and Telegraph Co., 195 Broadway, KY II205, free loan. 

Opportunities in Sales and Merchandising . 16mm. 11 min. 

Color, Sterling Education Films, 241 East 34th Street, New 
York, NY 10016, $135.00. 

rell As Customers Like It . 16mm. 40 min. BW, Johnson and 
Johnson, Education Department, New Brunswick, NJ O8904, 
free loan. 

Telephone Courtesy . 16mm. 27 min. Color, American Telephone 
and Telegraph Company, I95 Broadway, New York, NY 10007t 
free loan. 

D. Periodicals 

Balance Sheet. The . Cincinaatit South-Mestem Publishing 
Company. Monthly, October through May. 
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X. RESOURCES FOR mOHERS, Continued 



B. Perlodloala, Continued 

BuBine8>3 Ed ucation Forum . Washington, DC: National Businees 
Education AsBOciation. Monthly, October through May. 

Busineae Bduoation Worli^. New York: Gregg BiYision of MoOx«if- 
Hiil Book Gonpany. Five iasuee each eohool year. 

Journal of Buaineaa B duoation. Baat Stroudabergs Robert C. 
Trethaiiay. Monthly, October through Nay. 

S. Other Reaouroea 

1. Varioua city newapapera 

2. Better Buaineaa Bureau 
3* Chamber of Ccmieroe 

4* National Salea and Marketing Aaacoiation 
3* Snail Buaineaa Adininiatz«tion 

6. Local bueineaaea (uaually will aupply forma, facilitiea for 
field tripa, etc.) 
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APPEliOIX 



ERIC 



GHBCKU3T 



Applicable parts of this oheoklist may be used by the teacher to lead 
olass discussion following role playing or a film preeeatation. 

I. APPROACH ^ 

A. What type of SBiRVIGB did the salesperson offer? 

B. What type of ORBETINO did he extend? 
G. Was the approach (ERSGNAL? 

D. Was ACKNOWUEOOBMBNT NEBBED? 

E. Was AGKN0WI2DGBNBNT NOT NEBISD? 

II, What type of reaction followed the statenent, "I am just looking*? 

A. SII£NCE 

B. FOLLOWEI) CLOSELY 

C. SUOOBSTBD PRICE 

D. SUOGESTBO QDAUTY 

B. "PliUlSB]) TO HAVE YOU LOOK AROUND'* 

III. Reaction to OBJECTIONS 

A. Question (WHY?) 

B. *'Yes, but" Technique 

C« Ignored and passed up customer 

Salesperson did which of the followingt 

A. Brought out new merchandise 

B. Lost heart and dropped sale 

IV. SUGGISTIONS 

A. Were suggestions made? 

B. Did the salesperson show the suggested merchandise? 

V. CLOSIna THE SALE 

A. Was an agreement sentenoe used? 

B. The salesperson closed the sale byt 
1. choice of oolor 

2« number 

3* delivery 

4* payment 

% wrapping 

6* assurance 

7* thank you and cone again 

C« Did the customer have to close the sale? 



ERIC 
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